Customer service is the life of any business and when customers are not happy, the life of any business is threatened. The way a customer is treated goes a long way in projecting brand image. Banking industry also is no exception to it. The financial services industry heavily depends on high-quality customer service, as customers need to feel secure that their money is in the right hands. This paper tries to project the importance of customer service, its impact on customer satisfaction. This is a descriptive paper and author has used secondary sources to collect information. Also an attempt has been made to identify some customer service strategies of banks and its effect on the overall brand image of banks.
the primary indicator of the performance of the product in the market, and is also a component of the Balanced Scorecard. In the advent of increasing competition in the marketplace, customer satisfaction has become the key differentiator and an essential element of any business strategy. Companies are increasingly looking up to customer satisfaction, fuelled by increasing competition and shrinking markets. More and more importance is being given to customer satisfaction as a means of retaining customers for a longer period, rather than simply investing capital in finding new customers. The main factor driving the growth for customer satisfaction and retention is the belief that it costs organisations five to eight times as much to gain new customers than to retain old ones. Measurement of customer satisfaction is the key to not only survive, but also grow in the market. It is only through customer satisfaction are organisations coming to understand the mindset of consumers and frame better strategy to attract them.
IMPORTANCE OF CUSTOMER SERVICES:
Banking sectors also emphasis on providing the best customer services as they face a lot of competition and always need to provide the best solutions in order to retain their customers. If the customer gets a bad service experience then that would result into the low balances of the banks. Hence the banks always try to provide the best of services and mostly attract the customer through their Fast, deliberate and sincere services, thereby gaining the trust and overall satisfaction of the customer. Retail Banks have started taking innovative customer service approach. At times the banks when introduce new products fail as they fail to put the customer's first and focus on them. A lot banks have the tendency to maintain the customer service feedback and other data and save it as well. Now the banks use such data in order to THINK INDIA (Quarterly Journal) ISSN: 0971-1260 Vol-22-Issue-3-July-September-2019 P a g e | 615
Copyright ⓒ 2019 Authors learn from their mistakes, meet the customer needs and wants that they could not do before and to come up with some new insights from the already existing data of their customers. A lot of banks have grown and succeed because they tried to look at the things from the customer's point of view in order to solve the problems. Bad customer service creates perception problems for the brand in question because word of mouth goes a long way in either building or destroying a brand. Good customer service is all about bringing customers in and about sending them away happy -happy enough to pass positive feedback about your business along to others, who may then try the product or service you offer for themselves and in their turn become repeat customers.
ROLE OF CUSTOMER SERVICE EXECUTIVES IN CUSTOMER SATISFACTION:
Customer service personnel are important in developing a long-term bond with the customers.
Service situations with the customer have many a times been found to be an important determinant of customer satisfaction (Surprenant and Soloman, 1987) . Such a person also epitomizes the service delivered to the customer (Lewis and Entwistle, 1990; Booms and Nyquist, 1981) .
IMPACT OF CUSTOMER SERVICE ON CUSTOMER SATISFACTION:
It can be understood that the customer services is the "input" that the companies implement and customer satisfaction is the expected "output". Hence if the customer services are implemented properly then the customer satisfaction would be higher and at times maximum, but if the customer services are not up to the mark then the customer satisfaction would be less and at times negligent. Customer feedback is very important as the entire company or people who are involved in the process of providing a better product or service gets chance to understand the end user/customer in a direct and indirect manner.
IMPACT OF MARKETING STRATEGIES ON CONSUMER BEHAVIOR:
Marketing strategies affect the daily lives of the consumer significantly: they act as the source of information for new products/ services available in the market, influence the way they think 
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IMPACT OF CUSTOMER SERVICE ON BRAND LOYALTY:
Brand Loyalty is moreover understood as repurchasing a particular brand. A customer repurchases the brand when he perceives the product to be the appropriate for him and trusts it. Customer service also helps in forming the brand loyalty among the consumers. If a Customer is happy with the services and satisfied then he would like to buy that or brand again and again. It also helps to reduce the brand switching and enhances retaining. Brand loyalty helps the companies to uphold a lasting position in the competitive world. Brand loyalty is also considered to be a deliberate asset of a company. To create Brand loyalty companies try to break the existing habit of the consumer, instigate new habits through advertising, promotions etc. and form new habits in order to make the new brand more acceptable and then creating the loyalty towards their brands. Providing best customer services is one such way of creating brand loyalty. It is also very important to gain feedback from customers in respect of customer service. This helps the brand to succeed and retain a strong pedigree. Effective listening helps in knowing
CUSTOMER SERVICE STRATEGIES OF BANKS:
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Copyright ⓒ 2019 Authors and identifying the needs of the customers. When customers are listened to, it creates an atmosphere of trust and ultimately, builds loyalty for the brand. This is also important as customers feel important and appreciated. Copyright ⓒ 2019 Authors comfortable as compared to the previous years when customers had to wait in lines for long time. A better infrastructure also helps in a contented information exchange between the customers and the bank employees. j) SECURITY: Banks enhances a secure access to customer history and transactions with higher security and confidentiality. Also the customer can access the previous financial transactions whenever he wishes. Banks keep the past records in a more secure way. k) TECHNOLOGY: Banks provide customers with better technology and expertise in order to create higher customer satisfaction. Sometimes even the self-service technology is a unique way to attract customers.
EFFECT OF CUSTOMER SERVICES
CONCLUSION:
Providing exceptional customer service is essential to maintaining long-term customer relationships and a positive brand image. The first step to good customer service is to know the customer. When you know the customer, you build a relationship and the customer becomes a fan of the brand. There should be a Customer Value Proposition for any service, product or brand. There should be a database that provides useful information about your customers, wedding anniversaries, and birthdays among others. Building relationship with customers will sustain brand loyalty.
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